I owed many obligations, professional and personal, to Dr. Paterson, whom I always held in the highest esteem, and patients might trust their lives with confidence to him. I have a lively recollection of one, night when getting off a tram-car the driver failed to stop and my right humerus was dragged out of its socket. I was assisted hbme. A surgical colleague was telephoned for, but he was at an-operation and could not come for at least half an hour. A.practitioner friend was obtained, but he had no anaesthetic. He laid me on the floor, and with his foot in my axilla he pulled for a considerable time, but, contrary to my expressed wish, he gave up the job as hopeless and went home for chloroform. I told liy wife that I could not lie in agony till his return and asked her to ring up Paterson and tell. him to bring chloroform with him. He arrived almost immediately fully armed and I asked him to put me under chloroform and keep me deeply under till the dislocation was reduced. I woke up comfortably in -bed. GENERAL CONSIDERATIONS When a doctor buys or sells a practice, or takes a partner, an assistant, or a locumtenent, or enters the employment of another as an assistant or locumtenent, he creates, whether he realizes it or not, a legal relationship which is bound by legal rules. Unfortunately, the experience of the large defence societies, of the British Medical Association, and of those solicitors and agents who are accustomed to these transactions shows that doctors are lamentably careless in their dealings with one another. Men who take the most scrupulous care of their patients may display in their business relationships an indifference which if carried into their professional life would quickly expose them to a charge of manslaughter. The reason for this widespread failing may be a large getierosity of mind, which assumes that other persons are honest and will carry out their intentions and obligations loyally, and which cannot see the necessity for legal compulsion. It may be a preoccupation with the needs of sick bodies and mindsl, and an impatience with intellectual abstractions which seem to have no practical value. But the fact remains that solicitors who specialize in medico-legal work are constantly being called in to unravel the complicated and acrimonious problems that arise when two or more medical men, in addition possibly to a number of lay relatives, have involved themselves in a financial -and professional relationship of vital importance to all concerned, have-based years of their working lives and hundreds of pounds of their savings on it, and then, when the situation is transformed by a quarrel or a death, find that their intentions have never been clearly stated and agreed, and that they all hold completely different and antagonistic views about the rights and duties of each party to the arrangement.
The purpose of this paper is therefore twofold: to persuade the medical practitioner how important it is to conduct his business relationships with his fellows in the proper legal way, and to show him something of the law governing these relationships. It is impossible to avoid giving a certain amount of general advice as dLstinguished from legal information, but this tendency has been resisted as far as has been practicable. The mater-al is not by any means original. For practically all of it the author is indebted to the classical textbook of Barnard and Stocker, the 'earlier chapters of The Conduct of Medical Practice, various articles and letters that have appeared from time to time in the British Medical Journal and the Lancet, and the more recent annual reports of the two great professional defence societies.
The chief business relationships between doctors are those of partnership, of a principal with his assistant or locumtenent, and of a doctor selling his practice with the doctor who buys it. These relationships have several features in common. He who buys part of a practice is at once a purchaser and a prospective partner, so his relationship with the vendor-the technical term for a party who is selling something-is a double one. A doctor sometimes becomes an assistant with a view to becoming a partner later on; or under terms, such as a small share in the profits in addition to his salary, which make his position difficult to distinguish -froni that of a partner. A loculmtenent's position is much like that of an assistant, but as it is transitory it does not involve much provision for the future.
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